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T he title of this talk is, “How
to Position Yourself for

Success (in the Next Decade). “You’ll
notice that “in the next decade” is in
parentheses. I’m going to show you
some information that is specific to
the ’90s but, overall, I think the things
we’ve learned at USG apply as much
to the 2020s as they do to the 1990s.

In a nutshell, here, according to
Bill McManus, are the five steps to
business success: get well, get far-
sighted, get focused, get smart, and
get serious.

By “get well,” I mean do things
that you have to do to survive. I also
mean putting yourself in a healthy
position to capitalize on future op-
portunities. I’ll talk a bit today about
USG’s experience in gettingwell, and
how what we did applies to your busi-
ness.

Getting “far-sighted” means look-
ing down the road a ways to see the
potential problems and opportuni-
ties you have. It’s true that you have to
live in the present, but you would be
foolish not to plan for tomorrow.
Especially a tomorrow that may have
a substantially different business

environment from the one we know
today.

What I mean by “get focused” is
choosing a niche, or niches, and spe-
cializing. This is a natural lead into
“get smart” which means, essentially,
learning how to do everything better
than you’re doing it now.

Last, but certainly not least, is “get
serious.” If this speech does nothing
else, I hope it serves as a wake-up call.
I think there’s a human tendency to
react to things instead of taking ac-
tion before events force you to. Today,
you may discover that there may not
be time to react to change. I believe
that those who run their businesses
reactively will continue to struggle
while those who act in advance will
thrive and prosper.

Now, let me take you through the
five steps and elaborate a bit on what
they mean to me... and probably to
you.
Step I: Get Well

“Get well” means “Doing the things
you have to do to survive... and pros-
per.”

I’d like to tell you a story about
survival, since it seems that that’s pretty
much what I’ve been concentrating
on since 1987.

In 1987, when everyone else was
enjoying the fifth year of a long eco-
nomic recovery, USG was fighting for
its life. USG Interiors was doing very
well, but you’ll see how good business

performance doesn’t always guaran-
tee profitability.

We have a situation at USG that
many of you don’t have...we’re a pub-
lic company. There are advantages to
being public. But one of the disadvan-
tages is that when someone wants to
buy you out, they don’t have to ask
anyone but the shareholders, many of
whom don’t even know what your
company does...let alone whether
they’re getting a reasonable offer.

In 1987, USG was “in play.” A
group from Texas made a hostile
takeover attempt which we success:
fully beat back I say “successfully’
with some reservations. We emerged
masters of our own destiny, but with a
load of debt that would curl your hair.

In short, our debt payments were
$800,000 a day. Another way of look-
ing at this is that, in an eight hour
working day, we had to produce al-
most $1,700 a minute jut to service
our debt. That’s in addition to money
we needed to pay our operating ex-
penses.

Imagine how it felt to be in the
midst of an economic boom, the market
leader in virtually all the areas we
competed in, but without enough cash
flow to pay our expenses.

Depending on which columnist you
read, the economy seems to be turn-
ing around. But the recession isn’t
over yet. Where we were at USG is
where some of you may have been,
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may be, or may anticipate being.
Whether the problem is too much
debt or too little money coming in the
door, the issue is still paying your
expenses with some money left over
for profits. That’s called “surviving.”

We had to do some things, and do
them quickly, to survive, The first thing
we did was slash operating costs. This
was very painful. Human beings are
not just numbers on a profit and loss
statement, but some had to go, never-
theless. Since 1987, we have gone from
24,000 employees to 12,500 employ-
ees. Not all of these people have been
laid off. Some were with companies
that were sold. But I think you can
imagine the sort of turmoil and pain
this downsizing brought on.

The next thing we did was to sell off
profitable businesses. We divested
Masonite and Kinkead I never thought
I’d see the day when we’d sell off
strong performers, but when you need
cash, those are the companies inves-
tors want to buy.

We asked more of our people. The
management team put in an extraor-
dinary number of hours, day-after-
day, week-after-week, weekends in-
cluded. We just flat busted our tails.

What does all of this have to do
with your problems? Well, most of
you probably don’t represent public
companies, so you don’t have to worry

about hostile takeovers. But I thought
you might be interested to know that
being big doesn’t necessarily shelter
you from business cycles. You see, it
was after this raid on USG, when the
net worth of the company dropped
from $600 million to negative $1.5
billion, that we hit the current eco-
nomic downturn.

We did what we had to. We slashed
some more people and costs...went
throughsome more pain. Altogether,
we’ve had four rounds of layoffs now.
I hope there won’t have to be more.

If you want to make it through the
recession, ask yourself some tough
questions. What about your cash flow?
You’re going to need cash to make it
through hard times. Are your receiv-
ables too high? How can you manage
your receivables to get cash in the
door faster? Are there bill you can’t
collect? Do you need to take some
action to get at least a partial pay-
ment?

What about payables? Are you
paying money out too fast? Is there an
opportunity to conserve cash by ex-
tending the time from receipt of in-
voice to payment?

If you are carrying debt, can you
restructure and extend your payments?
When you do that, the total interest
you pay on a loan increases, but the
periodic payments decrease. Remem-

ber, cash is the issue during very hard
times. What good does it do you to
pay less in interest over the long term
if there isn’t going to be a long term?

What about your inventories? Are
you carrying too much for the eco-
nomic times? Draw them down if at
all possible. You’ll have cash from
the sale to pay your expenses, and
you’ll be reinvesting that cash in in-
ventory at a lower rate. When the
economy turns around, you’ll be able
to find the money to increase inven-
tories again, if need be.

Look at your workforce. Is there
waste there? Are there some people
doing things that are “extras?” Can
you combine the essential elements
of two jobs into one, and leave out the
nonessential work? Have you sched-
uled workforce reductions properly?
Are you waiting too long to lay people
off? As harsh as it sounds, a business
is like a lifeboat. If your lifeboat is
taking on water too fast to continue
to support all the people in it, there’s
no sense in everyone going down
together. There are other lifeboats
out there looking for people to man
the oars. It’s better to have some people
swim to those.

There are many other things you
can do that I’m going to cover when I
talk about getting smart. The main
point I want to make at this point is
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that if you’re in trouble now, you need
to act now to make it through the hard
times.

One last thing about getting well.
Yes, it’s painful, but there’s a big payoff
The Chinese character for “crisis” is a
combination of two other characters.
One of those characters means “dan-
ger.” The other means “opportunity.”

The opportunity here is immense.
Downturns like this tend to eliminate
weaker competitors When the turn-
around comes, as it always has, you
stand to be one of a smaller number of
contractors and distributors available
to do an increasing amount of work.
And there is big money to be had in
that situation.
Step 2: Get Far-Sighted

I’m now going to contradict myself
a bit by telling you to get far-sighted.
You should know that I’m not sug-
gesting you get far-sighted when you’re
in a crisis situation. Survival comes
first. I am suggesting that the U.S. is
changing in very fundamental ways
that will have a large impact on our
industry. Once you get well, you would
be well-advised not to relax, but to
look to the future for clues about
positioning yourself for success.
Looking ahead helps you to stay well.
In other words, live in today, and plan
for tomorrow because, in our busi-
ness, timing is everything.

How is the U.S. changing? Take a
look at Figure 1 (page 42). As you can
see, it shows population growth in
five-year increments by age group.
‘This is important to us, because demo-
graphic trends like this tend to drive
demand for certain kinds of construc-
tion. You can take a look at the near-
term future by looking at the column
on the right. The growth areas are
clearly in students, midlifers, and old-
timers. What’s more, midlifers and
old-timers have been growing at a
very healthy rate since 1980. Students
have been increasing since 1985. This
suggests that in the near-term future,
institutional building should be very
healthy as we build more schools and
health care facilities. In the longer-
term, we should see health care build-
ing continue to be very strong as
midlifers age into the seniors’ and
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oldtimers’ categories.
The growth in midlifers might also

mean growth in move-up housing,
and some growth in starter homes.
But there’s trouble here. Look at the
young adult category. There is a sub-
stantial drop-off in numbers Some
people have speculated that midlifers
will have difficulty becoming move-
up buyers. With few young adults,
demand for starter homes and, thus,
prices for starter homes, may decrease.
Midlifers may have trouble selling their
homes with enough left over for a
decent down payment on a move-up
home. Another possibility here is that
retail building will decrease. Young
adults have, traditionally, been spend-
ers. Midlifers tend to save more. In-
creasing immigration may increase
the number of young adults, but the

Figure 1

jobs they fill are likely to be owner-paying ones. Immi-
grants are unlikely to replace the purchasing power of the
baby-boomers.

What about commercial building? I think we can expect
businesses to respond to labor shortages by paying very
close attention to personal productivity. As individual
productivity increases, there will be fewer people doing the
same amount of work. Fewer people to do work means less
demand for commercial space. If things really turn out this
way, we will probably see continued softness on the com-
mercial side.

There’s another, less obvious but very important way to
read these demographics. Look at the negative growth in
young adults nationally (Figure 1). This is the entering
workforce of the 1990s. Here is where you have tradition-
ally obtained almost of all your labor. Something impor-
tant is happening here and too few people know about it.

Here are some things you can expect from a smaller
number of young adults. The laws of supply and demand
will drive up the cost of entry-level labor. Higher pay for
entry level worker will drive up pay for experienced and
skilled workers.

As labor costs increase, so will the cost of construction.
As the cost of construction increases, demand will de-
crease. Many customers will be unable to afford to build.

Also, this entering workforce will be different from
anything the U.S. has ever experienced. In Florida, espe-
cially in Southern Florida, you’re ahead of the trend in
workforce diversity. Many of you are probably already
accustomed to a bilingual workforce and differences among
cultures. But even you may not have experienced what’s to
come.

Between 1985 and the year 2000, only 15% of the new
U.S. workforce will come from traditional sources. By

42 September 1991/Construction Dimensions



44 September 1991/Construction Dimensions

Figure 2

“Traditional,” I mean native white male. The rest of the
workforce will be primarily female, black, Hispanic, and
Asian. And this is an accelerating trend. This is neither a
bad nor good thing...it’s just different. And being differ-
ent, it will require different ways of dealing with people
and, perhaps, progressive work rule and benefits.

Another challenge we will all face is the mismatch of
skills to job requirements. Figure 2 shows the percentage
of existing jobs and the percentage of new jobs by skill
level. Skill level 1 consists mostly of unskilled helpers and
laborers. Skill level 6 is the level of job like astrophysicist
and organic chemist. Levels 4, 5 and 6... the most skilled
jobs, currently represent about 24% of all U.S. jobs, but
41% of all new jobs are in levels 4, 5, and 6. All but one of
the fastest-growing job categories require more than the
median level of education. The one exception...service
occupations. You can still flip burgers without a college
degree. At least, you can now.

What this means for us is that the best and brightest of
our shrinking entering workforce is going to be attracted
to the highest-paying jobs. They’re already being called
“gold-collar” jobs because of how well they pay. We’re
going to either compete effectively for the best and bright-
est, or we’re going to have to take what we can get and train
people to do the work.

I’ll talk about dealing with this problem a bit later.
What else does far-sightedness tell us? Well, we can be

pretty sure that the next economic expansion won’t look
like the ones before it. Always before, demand drove our
business. We could build as fast as the market dictated.
The big question facing us in the ’90s is... “Where is the
capital going to come from?”

In the May 28 edition of USA Today, Hugh McCall,
chairman of NCNB Corporation, one of the largest banks
in the country, went on record as saying that he will never
make another commercial real-estate loan. Ever. Instead,
he wants to help put together financing from other sources
such as pension funds and insurance companies. His bank
will charge a fee for those services.

The Savings and Loans are on their knees. The banks



aren’t in much better shape. With the
stroke of a pen, new regulations have
forced banks to reduce the value of
their real estate holdings. Other regu-
lations limit the amount of loans out-
standing to a ratio based on total as-
sets. In other words, even if they have
money to lend, banks may not be able
to lend it to you.

Gramm-Rudman isn’t working The
federal government continues to over-
spend. And it borrows from this lim-
ited pool of capital to pay off the
money it has borrowed to meet its ob-
ligations. If you want a loan, you’ll
have to compete with Uncle Sam.

Maybe the midlifers will begin to
save more money. That would make
more capital available. But it proba-
bly won’t happen in time for the early
’90s, if it happens at all. I can’t empha-
size enough how serious this issue
could become. Around 75% of build-
ing depends on commercial money.
You may have to look for alternative

financing, or ways to spread the risks
among many financial institutions. I’ll
talk some more about places to look
for capital later.

As if this weren’t enough to look
forward to, we mustn’t forget the health
care crisis. Already, U.S. employers
are struggling with rapidly escalating
costs. Those of you who provide health
care benefits to employees know what
I mean. So far, the most visible bill in
Congress calls for taxation of employ-
ers to fund medical care for 35 million
or so people who have no medical
coverage. We may see universal, na-
tional health care by the end of the
decade...paid for, no doubt, through
higher taxes.

If I haven’t managed to worry you
enough, here are some other changes
we can expect.

First of all, expect changes in build-
ing designs and materials used in these
designs. Lobbies and other public areas
could become more elaborate, but

smaller. You may need more highly-
skilled workers for these designs at a
time when highly-skilled workers will
be in shorter and shorter supply.

OSHA regulations are becoming
more stringent. Expect increasing
compliance burdens coupledwith on-
site inspections. Future federal and
state legislation may increase the dif-
ficulty of compliance.

Who here hasn’t felt the pinch of
increasing rates for workers’ compen-
sation insurance? Workers’s compen-
sation is an ongoing, political mess in
most states. And it doesn’t seem to be
getting much better.

The “green” movement is leading
to an ever-increasing sensitivity to-
ward the environment. Disposing of
the materials you use could become a
problem. What will you do with your
scrap? If you can find a place to dis-
pose of it, how much will it cost?

Finally, I think we can expect to
see more product liability issues. It
won’t be just the manufacturers like
Manville and Exxon that can be held
liable for products that later prove
harmful to the environment or people.
It may also be the people who in-
stalled it and the people who dis-
posed of it. The concept of product
stewardship...where responsibility for
a product is shared from the time it is
produced unt i l  i t  lands in  the
dump...may be with us for quite some
time.

If you’re starting to get worried,
please cheer up. We can count on
change, but change is a good thing if
you manage it well. Your competitors
who don’t manage it well will proba-
bly go under, leaving more market
share for you. And I’m convinced that
you can manage this change to your
advantage. I have some ideas for things
you can do to thrive in the ’90s.
Step 3: Get Focused

Now that you’ve gotten well and
gotten far-sighted, it’s time to get
focused. By “getting focused,” I mean
choosing a direction for your busi-
ness.

I don’t have a crystal ball. Despite
the statistics I’ve shown you and my
interpretation of what they mean to
us, I could be dead wrong. The future
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has a way of defying prediction. If you
want a good chuckle, watch a science
fiction movie from the 1950s. I could
be as wrong as those movie-makers
were.

Still, the alternative to looking
ahead and risking being wrong is not
looking ahead and risking being
unprepared...and maybe even out of
business. So, using the best informa-
tion you can find in almost any library
about current trends that will affect
the future, I suggest you choose a
direction.

By “direction,” I mean thinking
about what you do best and looking
for how your strengths fit in to antici-
pate future trends. Once you’ve done
that, there are three questions you
should ask yourself:

Do I need to expand?
Do I need to downsize?
Do I need to change?
You know what you do best and in

what geographic areas you are par-
ticularly strong. Do anticipated build-
ing trends look good or bad for ex-
pansion? Do you want to build
strengths in what may come to be the
hottest areas? The answers won’t be
the same for everyone. You need to
decide what you’re comfortable with.

What happens if you choose the
wrong direction? Well, you could end
up in real trouble. That’s where far-
sightedness come in. Despite my dis-
claimer to a crystal ball I firmly be-
lieve that you can predict, with a fair
level of accuracy, what construction
will be needed, and where it will be
needed. The outlook for building
categories changes over time...but it
rarely changes so quickly that any
reasonable business planning proc-
ess won’t identify it before it happens.
The key is to keep looking down the
road for signs of change... not just
glance up every once in awhile to see
if you’re about to meet a truck head-
on.

Of course, you aren’t the only ones
who can figure out the anticipated
building trends. Should you decide to
change your company to take advan-
tage of anticipated growth in the
construction category, you’ll be only
one of many others doing the same

Figure 3

thing. Even if you decide to stickwith
what you already do best or downsize
to meet a slackening demand, you will
still face increasing competitive
demands. This is where getting smarter
comes in.
Step 4: Get Smarter

Getting smarter just means learn-
ing how to do everything better. You
can be forced to get smarter, like we
were at USG, or you can get smarter
before you’re forced to. I recommend
doing it before you have to. It will
make a world of difference in the size
of your bank account. It will also reduce
your outlay for Maalox.

Getting smarter means taking your
new-found far-sightedness, choosing
a direction, and then learning the thing
you need to learn and doing the things
you need to do to make a success of it.

Part of getting smarter is learning
to earn. There are skills you can ac-
quire that you can use. Skills like:

--Cutting workers’ compensation
costs,

--Dealingwith OSHA regulations,
--Forecasting and budgeting, which

are absolutely essential skills in a
cyclical business like ours, and

--Bidding and pricing. I don’t need
to tell you how important accurate

bids are.
I have some things to add to what’s

being offered here at this convention.
One piece of getting smarter is

recognizing that this is a cyclical busi-
ness and is likely to remain a cyclical
business. Figure 3 shows the Dodge
Index of total construction contract
value since 1967. Look at the swings
in the business. Those of you who
have been in this business awhile aren’t
surprised by this. People who have
gotten into this industry since the
expansion of 1982 may have gotten a
rude shock by the economic down-
turn beginning in the third quarter of
1989.

One promising part of this trend is
that the swings are getting less vola-
tile. The highs and lows are closer
together, as you can see from the
converging lines. We can hope for
milder swings, but I think we have to
plan for larger ones.

Since this is a cyclical business, you
should use the good times to build a
cushion that will get you through the
bad times. Invest in your business.
Keep a healthy amount of cash avail-
able. Reduce debt so that you will
have room to borrow when you abso-
lutely have to. The healthier your
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company is going into a recession, the
better your chances of surviving it.
Our crisis at USG hit after a series of
reorganizations and substantial in-
vestment in our operating companies.
Our debt to equity ratio was low. We
were very well positioned to fight off
a takeover attempt ad survive a reces-
sion. If we hadn’t been very healthy in
1987, I think we would be underwater
today.

Capital may be hard to find, so
start looking for other sources. Get to
know bankers. Let them know what
changes you’re making to meet cur-
rent and future business challenges.
Try foreign banks. If there is a heavy
demand for construction in the U.S.,
but U.S. institutions can’t find the
capital to finance it, you can bet the
Japanese and Europeans will want to.
If there’s a Hong Kong based bank
near you, you may want to strike up a
relationship. Therewill probably be a
lot of capital flowing out of Hong
Kong prior to its integration with the

People’s Republic of China in 1997.
If you remember the demograph-

ics I showed you earlier, then you
know that your labor costs...especially
costs for skilled labor...are going to
increase dramatically. Labor will
become an even bigger piece of the
total cost of building.

This is where being far-sighted gives
you a substantial competitive advan-
tage. Knowing that labor costs will
increase, you can begin to look at the
bidding process differently.

Instead of looking at materials as a
separate cost, start thinking of it as
the installed product price.

What will it take to buy the prod-
uct? What support products will you
need? How skilled will the installer
have to be? How long will it take him?
What is the hourly cost of that labor?
Will there be training necessary? What
will it cost? What sort of scrap will be
left over? Where will you dispose of
it? Is it toxic? What will it cost to
dispose of the waste? Will installa-

tion be dangerous? Will you be able
to comply with OSHA regulations?
Are you likely to experience more
accidents and add to both the human
cost, and the Workers’ Compensa-
tion and health care costs?

Here’s a tip. The coming labor
shortage is going to be very uneven.
There will be too few skilled workers
and many unemployed unskilled
workers. Look at the products you
are using to see if unskilled workers
can be quickly trained to install them.
I f  so ,  t he  i ns ta l l ed  cos t  o f  a
product..barring other difficulties such
as toxicity and safety issues...is going
to be heavily dependent on the ease of
installation.

Learn from the Japanese. I’m not
talking about the Japanese construc-
tion industry, but about Japanese
management techniques. Think about
it. If labor costs are going to be an
increasingly important issue, then
better ways of managing your human
resources will be increasingly impor-
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tant. The Japanese are good at that.
Communicate better. Listen to

what’s being said by the people who
are actually doing the work. If there’s
a problem that’s affecting productiv-
ity, chances are that the people with
their hands on the work are going to
see it first. At the same time, you
should try even harder to inform
employees about the big picture...why
the company is doing things a par-
ticular way and what it means to them
A key factor in USG’s ability to sur-
vive the past 3-1/2 years has been
open and honest communication with
employees.

Look into continuous improve-
ment, Total Quality management, or
whatever it will be called in the fu-
ture. Leaps in productivity are hard
to come by. Small, incremental changes
that accumulate day-by-day are much
easier to find. You’ll need your em-
ployees’ help, and the good commu-
nication practices I was talking about.

Check your inventories. The Japa-

nese pioneered just-in-time inventory
controls so that they wouldn’t have to
carry excess supplies on their books,
and incur the extra costs that come
with carrying too much inventory. Is
your production schedule as good as
it could be? Are you ordering sup-
plies when you should, for delivery
only when you need them?

Along that line, work with your
suppliers. Can they deliver products
exactly when you need them, where
you need them? Are their products
sufficiently easy to install? Are they
of sufficient quality? Could some of
your problems be solved with a minor
change in design or customer service?
Let your suppliers know these things.
We’ll certainly work with you. I bet
our competitors will work with you
too, if they’re smart.

Talk to your customers. What do
they think of your work? Are you
meeting their expectation? Are you
exceeding them? If you’re exceeding
their expectation, I can guarantee you

that they’re going to pay close atten-
tion to your next bid because they’ll
want to work with you.

Train your workforce. You’re going
to need people who can do a variety of
jobs with a variety of skills. You can
try to compete for these people as
they become increasingly scarce, in-
creasingly in demand, and increas-
ingly expensive...or you can develop
your people from within. If you can’t
afford a formal training program, try
an informal one by linking experi-
enced tradesmen up with less skilled
workers. If you need formal training
for some skills, see if you can go in
with other contractors to train em-
ployees. One of your best bets might
be to use this association as a forum
for talking to schools about the skills
you’ll need. Your vendors may be able
to help with this. Look for more
companies to offer new products and
installation training simultaneously.

Speaking of new products, do your
homework on them. New products

50 September 1991/Construction Dimensions



may give you a competitive advan-
tage. It’s hard to keep up with every-
thing that’s on the market, but it’s
probably worth it. Take advantage of
the trade shows to see ifthere’s some-
thing that will give you a quality and
installed-cost advantage.

In real estate, it’s said that the three
key factors in determining value are
location, location, and location. The
three key factors in getting smart
enough to gain a real competitive
advantage in this business are learn-
ing, learning, and learning.

If you take nothing else away from
this speech today...please take this
advice. Read everything you can about
the business. Talk to everyone who
may know something you don’t. We’re
entering a period of substantial change,
and those who understand the nature
of change and what to do about it are
going to prosper. Those who wait too
late to adapt are going to be in real
trouble.
Step 5: Get Serious

This brings us to Bill McManus’s
final step to business success... “get
serious.” If you’re not already fabu-
lously wealthy, and you want to be,

The changes of the
’90s will be very
good for those of

you who get serious
and survive.

then you have to get serious. I have a
prediction to make. I predict that 80%
to 90% of the people who hear me
will go back to their companies and
change very little about the way they
do business. That’s called “being
human.” We tend to ignore things

that don’t have an immediate impact
on our lives. It’s not until we’re des-
perate that most of us will look for
new ways to do things. You might
struggle through the ’90s that way.
Maybe. But it would be difficult to
prosper much under those circum-
stances.

If you’ve ever played organized
football, you may have seen some-
thing called a “linebacker drill.” For
those of you who haven’t seen it, I’ll
explain what happens. One football
player...either a linebacker or some-
one the coach doesn’t like very
much...stands in the middle of a circle
of other football players. The coach
then points to players around the circle
As they’re pointed to, these players
run up and hit the linebacker. Of course,
the linebacker needs to develop eyes
in the back of his head because people
are coming at him from all angles. If
the linebacker misses seeing some-
one, he takes a pretty painful blind-
side shot.
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If you do nothing to get well, far-
sighted, focused, and smart, you’ll be
like the linebacker...constantly fend-
ing off blind-side shots from changing
business conditions. Maybe you’re
good at that. But it’s a heck of a way to
live.

I can’t urge you enough to get seri-
ous. We at USG changed because we
were forced into it to survive. We
almost didn’t change fast enough. If
you’re badly positioned, you may be
unable to react to changes fast enough
if you haven’t done some planning.

There’s something I want to leave
you with, because I know that some of
what I said today may be new to
you...and it may be a little disturbing.
I want to reemphasize that there is a
pot of gold at the end of the rainbow.
The beauty of our business is that
hard times tend to weed out the weaker
competitors. When the economy turns
around, we have more business than
we know what to do with. The changes
of the ’90s are going to make this

industry more difficult to survive and
prosper in. And that’s very good for
those of you who get serious. It means
a bigger slice of the pie for us, and a
smaller slice for people who do busi-
ness the old way.

And what can we expect after the
’90s? More of the same. The only
thing we can be pretty dam sure of is
that change will be constant and re-
lentless. We need to get used to it, and
learn how to thrive on it.

I think the five keys to success will
do that. Get well and stay well. Get
far-sighted enough to see how you’ll
need to position your business for the
changes that you can foresee. Get
focused enough to be particularly good
at one or two things or lines of busi-
ness. Get smart by constantly learn-
ing. You can never learn too much
about making your business better.
Finally, get serious about improving.
Start on the day after you get back
from this convention. Do some small
thing to improve. Keep after it every

day.
The reward is prosperity and suc-

cess both in the next decade and for
many years to come.
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